
ABSTRACT

This white paper explores the advantages of collaborating with an independent industrial inventory 
management supplier in an industry predominantly controlled by distributor and manufacturer-owned 
providers. In an environment where major players are vertically integrated, partnering with an 
independent supplier offers distinct benefits, including collaboration, expanded choice, impartial 
solutions, tailored offerings, competitive pricing and improved customer service.

By analyzing industry trends, case studies and customer testimonials, this white paper demonstrates the 
positive outcomes that result from an independent relationship, such as increased profitability, 
operational enhancements, and optimized supply chain performance. The objective of this paper is to 
provide valuable insights to organizations seeking viable alternatives to the prevailing distributor —  
and manufacturer-owned entities within the industrial vending industry.
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1 | INTRODUCTION

BACKGROUND AND CONTEXT 

The industrial vending industry has witnessed significant consolidation and vertical integration, with 
distributors and manufacturers owning the majority of the industrial vending players. This dominance 
can create challenges for customers in terms of limited choice, biased solutions and reduced flexibility. 
These companies have established themselves as key players in the industry, shaping the competitive 
dynamics and influencing customer options. However, independent vending suppliers offer an 
alternative approach that can be beneficial in this dominantly integrated market.

A 	� Distributor-owned players in the market often have a wide 
range of products sourced directly from manufacturers, 
allowing them to offer diverse inventory options to 
customers. These distributors integrate vending solutions 
into their overall product and service offerings, locking in 
customers to exclusive procurement experiences. 
(Examples include Apex/Fastenal, KeepStock/Grainger, 
ControlPoint/MSC, KeepStock/Cromwell)

	� This dominance can have negative implications for 
customers, such as:

	 Lack of Product Selection and Customization:

	 •    �Limited or no customization in product selection, 
machine configuration, integration, or branding.

	 Higher Prices:

	 •    �Prices are higher than alternative suppliers for the 
products available through the distributor’s vending 
solution. There is no way to negotiate better prices or 
seek more competitive offers.

	 Inflexible Inventory Control System:

	 •    ��Limited functionality of the inventory control system 
prevents you from maximizing the utility of the 
system to enable the distributor to simply support the 
solution. Often distributors only utilize 10-15% of a 
solutions functionality.
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	 •    ��Restricted ability to monitor the distributor’s performance (KPIs): on-time delivery, pricing 
consistency/competitiveness, stockouts, replenishment efficiency, fill rate, inventory accuracy, 
return rates, and lead time variability.

	 •    ��Restricted ability to make data-driven decisions to optimize your supply chain and operational 
efficiency.

	 Dependence on a Single Supplier:

	 •    �Relying solely on the industrial distributor’s vending solution makes you more dependent on a 
single supplier, increasing risk.

	 •    ��If there are issues with the distributor’s products, service, or availability, it could significantly 
impact your operations beyond product availability if your inventory control system is 
integrated into your supply chain. 

	 •    �Changing inventory control solution providers is time consuming, costly, and disruptive.

	 Limited Technological Advancements:

	 •    ��The distributor’s vending solution will not keep up with the latest technological advancements, 
as it is not in their best interest to do so. This will limit their competitiveness and profitability.

	 •    ��Stagnant technology lacks advanced capabilities, such as IoT integration and smart sensors or 
predictive maintenance and analytics platforms, which limits user experience, productivity, and 
increases security risk.

	 Difficulty in Switching Providers:

	 •    ��Being locked into a contract with one industrial distributor can make switching to a different 
vending solution challenging, as termination fees or penalties for breaking the contract may 
be substantial.

	 •    �Disruption in operations can impact production and damage customer relationships and 
confidence.

	 Lack of Expertise and Support:

	 •    �The distributor may lack trained and experienced personnel dedicated to vending solutions, 
leading to suboptimal implementation, limited technical support, and inadequate maintenance 
of the vending machines and inventory control systems. Increasing risks of downtime and poor 
customer experience.

3The Benefits of Working with an Independent Industrial Vending Supplier in a Predominantly Vertically Integrated Market



	 Limited Integration Options:

	 •    ��The distributor may restrict your ability to integrate the inventory control software with your 
backend systems or other technology initiatives as their requirement is for purchase orders to 
be delivered to their ERP.

	 •    �Siloed systems can hinder automation efforts, supply chain optimization, and data integration, 
limiting overall operational efficiency.

	 Reduced Customizability:

	 •    �Distribution-owned vending solutions often prioritize standardization and commoditization 
over customization, prioritizing their own operational efficiency rather than supporting your 
specific needs.

	 •    �Customization options for product selection, machine configuration, or software development 
may be limited or unavailable.

	 Misaligned Priorities and Reliance on a Commodity Product-based Sales Force:

	 •    ��The distributor’s primary focus and sales representative compensation model is based on 
selling their own products (SKU’s) rather than providing vending solutions and support.

	 •    �Sales representatives have limited ability to understand and address specific business 
requirements, align system capabilities with their operation, or support any changes in the 
operation.

	 •    ��Challenged by an inflexible annual purchase requirement, access to the best inventory solution 
is limited, compromising inventory control and operational improvement, limiting the benefits 
of effective inventory management.
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B 	� Manufacturer-owned players, on the other hand, 
exercise vertical integration by extending their 
operations to include vending solutions. These 
companies leverage their expertise in manufacturing 
and their in-depth knowledge of their own products to 
offer limited vending solutions tailored specifically to 
their product lines. 

	� By controlling both the manufacturing and distribution 
processes, manufacturer-owned players can ensure 
product availability and compatibility while maintaining 
product and price control. (Examples include: 
CribMaster/Stanley Black & Decker, AutoCrib/SnapOn 
Tools, SupplyPoint/SouthCo Locks, Matrix/ISCAR)

	� These manufacturer-owned players can also have 
negative implications for customers, such as:

	� Limited System Selection: Vending machines may be 
restricted to support the manufacturers’ products, 
limiting customer options.

	� Dependence on a Single Supplier: Relying solely on 
one supplier could lead to vulnerabilities if the supplier 
experiences disruptions or price fluctuations.

	 �Manufacturer Priorities: The manufacturer may 
prioritize its core product offerings over managing its 
vending offering, potentially disrupting the business’ 
supply chain.

	 �Pricing and Cost Concerns: The manufacturer may 
obscure product identification and limit pricing 
transparency, impacting overall procurement costs or 
even downgrading product quality with substitutes.

	� Maintenance and Support: Technical issues or 
restocking requirements may depend on the 
manufacturer’s support, potentially causing delays or 
disruptions.

	� Integration Challenges: Integrating the vending 
system with existing processes may be limited by the 
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manufacturer’s objectives and technical capabilities. This could require significant adjustments in 
workflows that the manufacturer is not willing to make.

	 �Data Privacy and Security: Sharing inventory usage data with the manufacturer raises concerns 
about data privacy and security.

	 �Competitive Conflicts: The manufacturer may directly or indirectly have competitive issues with 
the company, such as conflicts of interest with their divisions, affiliates, or subsidiaries, potentially 
leading to a breach of confidentiality or intellectual property concerns.

	 �Scalability Issues: Without focus, prioritization, and technical capability, the system may struggle 
to be adaptable to changing organizational requirements or expansions.

	 �Vendor Lock-in: Transitioning to alternative systems can be costly and disruptive due to 
integration dependencies and cross selling.

	 �Inflexible Contract Terms: Contracts might have rigid terms and conditions, making negotiation 
challenging. Minimum purchase requirements of the manufacturer’s products may conflict with the 
company’s strategies and objectives.

	 �Limited Reporting and Analytics: The data provided by the manufacturer-owned vending system 
may be limited, lacking comprehensive reporting and analytics features, hindering data-driven 
decision-making.

	 �System Costs: The initial “free” system may have hidden costs and strings attached, making it 
more expensive than purchasing a system that businesses can control and fill with best-in-class 
products for each specific application in their operation.

	 �Lack of Innovation: The manufacturer’s focus on their core products, lack of dedicated resources 
to maintain an electro-mechanical system, and inventory management software may result in a 
lack of innovation and updates for the vending system, leading to stagnation.

	 �Disruption in Supply Chain: If the manufacturer faces production issues or other disruptions, it 
may impact the availability of vending products, affecting business operations.

�Prospective customers should carefully assess these potential issues alongside the benefits of a 
manufacturer-owned industrial vending system. Exploring various vendors, obtaining customer 
feedback, and conducting a thorough analysis will help ensure the chosen solution aligns with their 
needs and long-term goals.
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2 | �VALUE PROPOSITION OF  
INDEPENDENT VENDING  
SUPPLIERS

VALUE PROPOSITION TO END-CUSTOMERS

Partnering with an independent industrial vending company can bring substantial benefits to end customers, 
revolutionizing their procurement experience and enhancing overall operational efficiency. By incorporating 
industrial vending solutions into their daily operations, end customers gain convenient and easy access to a 
wide range of products at strategic locations. This streamlines the procurement process, eliminating the 
need for time-consuming sourcing projects from multiple suppliers. Let’s analyze these benefits in detail:

•    �Increased Choice and Product Range: Independent vending suppliers offer a broader range of 
solutions to meet diverse customer requirements, providing greater choice and flexibility than 
vertically integrated players.

•    �Unbiased Solutions and Vendor Neutrality: Independent vending suppliers offer impartial 
recommendations based on customer needs without promoting their own products or brands.

•    �Customization and Tailored Offerings: Independent vending suppliers excel in customization, 
tailoring solutions to match specific customer requirements, operational workflows, and business 
objectives. They are product agnostic.

•    �Vending Solution Innovation: Independent vending suppliers focus on vending solutions as their 
core business, investing in research, development, and technology to continuously innovate and 
improve their offerings.

•    �Technical Expertise: Independent vending suppliers possess specialized technical expertise in 
designing, implementing, and maintaining inventory control-vending systems, ensuring seamless 
integration and efficient inventory control.

•    �Superior Customer Service and Support: Independent vending suppliers prioritize customer 
satisfaction, offering personalized assistance, timely response, and proactive troubleshooting to 
build long-term customer relationships.

VALUE PROPOSITION TO INDUSTRIAL DISTRIBUTORS

Partnering with an independent industrial vending company can bring numerous benefits to an industrial 
distributor, both in terms of incorporating industrial vending into their operations and gaining incremental 
end-customer sales. Additionally, there are advantages related to procurement and supply chain 
operations when it comes to procuring products from suppliers. Let’s analyze these benefits in detail:
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Incorporating Intelligent Industrial Vending:

•    ��Enhanced Customer Service: Intelligent Industrial vending machines allow customers to access 
products 24/7, providing convenience and flexibility and improving customer satisfaction, loyalty, 
and sales.

•    ��Reduced Operational Costs: Automated Intelligent vending machines streamline the order and 
fulfillment process, reducing the need for manual labor and associated costs, improving operational 
efficiency, reducing errors, increasing order processing speed, and reducing overhead expenses.

•    �Real-Time Data and Analytics: Intelligent Industrial vending machines generate valuable data on 
product consumption, usage patterns, and inventory levels, helping distributors optimize their 
inventory management, predict demand, and make data-driven business decisions reducing working 
capital and increasing available cash.

•    ��Enhanced Product Security: Vending machines with security features help prevent theft and 
unauthorized access to valuable products, ensuring greater product security and reducing losses for 
distributors and end customers.

Incremental End-Customer Sales:

•    ��Increased Customer Reach: By incorporating intelligent industrial vending solutions, distributors 
can expand their customer reach significantly. Placing vending machines in strategic locations 
enables access to products in geographically dispersed areas where physical storerooms or cribs 
might not be practical. It also provides a way to offer excellent customer service and responsiveness 
in areas where it would otherwise be challenging.
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•    �Attract New Customers: The convenience and accessibility of industrial vending machines attract 
new customers who prefer self-service and quick access to products, expanding the customer base 
and leading to additional sales opportunities.

•    �Cross-Selling Opportunities: Intelligent industrial vending machines present cross-selling opportunities 
for distributors. These machines can be programmed to suggest complementary or related products to 
customers during their purchases, facilitating cross-selling and upselling. As a result, the average order 
value and revenue increase. Moreover, the convenience of having these vending machines in place 
allows customers to easily add products to their solutions, eliminating the need for time-consuming 
sourcing projects from alternative suppliers. This phenomenon, commonly known as the ‘halo’ effect, 
leads to additional sales stemming from customers using the vending machine solution.

•    ��Improved Brand Visibility: Industrial vending machines provide a branding opportunity for 
distributors, with customized branding on machines and packaging helping promote the distributor’s 
brand and increase brand recognition among end customers.

•    ��Relationship Building: Regular access to customers facilities to perform restocking ensures uptime of 
systems and provides real time access to feedback and needs assessments creating sales opportunities.

Procurement and Supply Chain Operations:

•    ��Streamlined Reordering Process: Industrial vending machines can be integrated with distributors’ 
procurement systems, enabling seamless reordering of products when stock levels are low, 
minimizing manual intervention, reducing paperwork, panic sourcing and improving efficiency in the 
procurement process.

•    �Supplier Collaboration: Industrial vending companies often have established relationships with 
multiple suppliers. Through partnerships, distributors can gain access to a broader range of products 
and leverage the bargaining power of vending companies to negotiate better pricing and terms with 
suppliers.

•    ��Inventory Optimization: Real-time data from vending machines helps distributors optimize their 
procurement and inventory management, identifying fast-moving products, slow-moving items, and 
seasonal variations in demand, allowing them to align procurement and supply chain operations 
accordingly.

•    �Cost Savings: Distributors can reduce inventory carrying costs by partnering with industrial vending 
companies. Vending machines facilitate just-in-time inventory replenishment, minimizing the need for 
large warehouses and excess inventory, helping distributors free up capital, and reducing holding costs.
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3 | �CASE STUDY #1: 
OPTIMIZING EFFICIENCY AND  
INVENTORY MANAGEMENT

INTRODUCTION

This case study explores the successful integration of SupplyPro solutions by an Industrial Distributor, 
leading to enhanced efficiency and inventory management with their customer, an Industrial 
Manufacturer. The Industrial Distributor secured the business of the Manufacturer and achieved 
objectives of increased efficiency, cost reduction, and improved productivity.

�CHALLENGES FACED BY THE MANUFACTURING CUSTOMER

Prior to partnering with SupplyPro, the Manufacturer faced significant inventory management 
challenges, including:

Manual Inventory Tracking:

•    �Inventory errors occurred in approximately 15% of manual tracking instances. 

•    �The lack of real-time visibility led to an average delay of 2 days in identifying inventory 
discrepancies.

Stockouts and Production Delays:

•    �Stockouts of essential components caused production delays in approximately 20% of cases. 

•    �Extended lead times resulted in a customer satisfaction decrease of 12% on average.

Excessive Inventory Carrying Costs:

•    �Overstocking accounted for an average of 18% of their inventory, tying up approximately $500,000 
in capital. 

•    �Carrying costs associated with excess stock reached an estimated $75,000 annually.

Lack of Data-Driven Decision Making:

•    �The absence of accurate and timely inventory data led to procurement inefficiencies and resource 
allocation challenges.

•    �Production planning errors occurred in approximately 25% of cases, resulting in wasted resources.
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SOLUTION PROVIDED BY THE INDUSTRIAL DISTRIBUTOR

To address these challenges, the Industrial Distributor implemented the following solutions from SupplyPro:

Specialized Industrial Vending Machines:

•    �Strategically placed vending machines on the production floor resulted in a 30% reduction in time 
spent searching for supplies.

•    �Employee satisfaction increased by 18% due to improved access to essential products.

Inventory Control and Tracking:

•    �Real-time visibility into inventory levels reduced stockouts by 75% and prevented production delays.

•    �Consumption patterns and item usage data enabled the optimization of stock levels, reducing 
carrying costs by 15%.

Streamlined Replenishment:

•    �Automated replenishment reduced the restocking time by 50%.

•    �Timely restocking eliminated stockouts, leading to a 20% reduction in lead times and improved 
customer satisfaction.

Data Analytics and Reporting:

•    �Robust data analytics provided insights into inventory usage, trends, and supplier performance.

•    �Data-driven decision-making led to a 30% improvement in procurement efficiency and reduced 
production planning errors by 40%.

BENEFITS AND RESULTS

�Through their collaboration with SupplyPro, the distributor’s Manufacturing customer achieved the 
following benefits:

Improved Efficiency and Productivity:

•    �Time spent searching for supplies was reduced by an average of 2 hours per employee per week, 
resulting in increased productivity.

•    �Core task focus increased by 25%, leading to improved overall efficiency.
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Enhanced Inventory Control:

•    �Stockouts decreased by 75%, reducing production delays and improving on-time delivery rates.

•    �Optimized stock levels led to a 10% reduction in carrying costs and capital tied up in inventory.

Cost Savings:

•    ��Informed purchasing decisions and supplier negotiations generated cost savings of approximately 
$50,000 annually.

•    �Waste elimination and improved resource allocation contributed an additional $30,000 in cost savings.

Streamlined Processes:

•    �Automation of inventory tracking and replenishment reduced errors by 80%, resulting in streamlined 
operations.

•    �Administrative burdens were minimized, allowing resources to be effectively reallocated for better 
efficiency.

CONCLUSION

Through the collaboration with SupplyPro, an independent industrial vending and inventory solutions 
provider, the Industrial Distributor successfully acquired a significant manufacturing customer. 
Implementing their solution resulted in efficient management, high customer satisfaction, and a 
profitable account. 

The Manufacturing customer experienced improved efficiency, enhanced inventory control, and 
substantial cost savings. The integration of industrial vending machines and advanced inventory 
management systems, backed by data-driven decision-making, contributed to the overall success and 
competitiveness of both the Industrial Distributor and its Manufacturing customer.

12The Benefits of Working with an Independent Industrial Vending Supplier in a Predominantly Vertically Integrated Market

TIME SPENT 
SEARCHING  

FOR SUPPLIES

30%

STOCKOUTS

75%

RESTOCKING 
TIME

50%

EMPLOYEE 
SATISFACTION

18%

PROCUREMENT 
EFFICIENCY

30%

COST 
SAVINGS

$30K



4 | �CASE STUDY #2: 
EFFICIENTLY MANAGING  
CRITICAL ASSETS

INTRODUCTION

This case study examines the implementation of smart lockers and inventory control/tracking software 
to efficiently manage critical assets in a distribution center.

CHALLENGES FACED BY THE DISTRIBUTION CENTER

�Inefficient Device Distribution: Manual distribution and tracking of devices among productivity workers 
led to delays, errors, and potential loss of valuable working time. According to a 2023 report by Altexsoft, 
companies lose 10 to 40 percent of assets annually due to misplacement, theft, or breakage. The total 
value of losses could range from $100,000 to $400,000 per year based on the given report.

Asset Mismanagement: Lack of visibility and control over critical devices resulted in misplacements, 
unauthorized usage, and the risk of loss or theft and lack of maintenance insight. According to a survey 
conducted by researchers at the Aberdeen Group, companies implementing an enterprise asset 
management solution can achieve a 15% reduction in maintenance costs and a 20% reduction in 
equipment downtime.

Asset Verification: Manual tracking without reliable verification can lead to difficulties maintaining 
contractual obligations. The solution must include an asset verification process, a digital trail of 
movement and usage, and regular audits of assets to verify their existence and condition.

SOLUTION PROVIDED BY SUPPLYPRO

The distribution center partnered with SupplyPro, to implement advanced inventory control and asset 
management solutions.

Asset Management Lockers: SupplyPro’s asset management lockers provided secure storage for critical 
devices such as scanners, iPads, and headsets. Each device was assigned to a specific worker, and access 
was controlled through authentication methods, ensuring proper device distribution and accountability.

Inventory Control/Tracking Software: SupplyPro’s world-class inventory control and tracking software is 
integrated with the distribution center’s systems, providing real-time visibility into device inventory levels, 
locations, and usage. This allowed for accurate tracking and streamlined inventory control processes.
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Streamlined Device Distribution: SupplyPro’s solution automated the device distribution process, 
ensuring prompt availability of devices to productivity workers. Authorized workers could access assigned 
devices from the asset management lockers using authentication methods, reducing delays and errors.

Reporting and Analytics: SupplyPro’s reporting, and analytics capabilities gave the distribution center 
insights into device utilization, maintenance needs, and overall asset management. This data-driven 
approach enabled proactive decision-making, enhanced device maintenance, and optimized resource 
allocation.

BENEFITS AND RESULTS

Improved Device Availability: Implementing asset management lockers and automated device 
distribution processes ensured the prompt availability of critical devices to productivity workers. This 
reduced delays, increased worker efficiency, and minimized downtime.

Enhanced Asset Management: SupplyPro’s asset management lockers provided secure storage and 
accountability for critical devices. This reduced the risk of loss, unauthorized usage, and improved 
overall asset management within the distribution center.

Accurate Inventory Control: Real-time visibility and automated inventory control/tracking software 
enabled accurate inventory management. The distribution center had real-time insights into device 
inventory levels, locations, and usage, facilitating streamlined replenishment and minimizing disruptions.

�Increased Productivity: Streamlined device distribution processes and accurate inventory control 
enhanced overall productivity within the distribution center. Workers could access devices promptly, 
reducing wait times and maximizing their working time.

Proactive Maintenance and Optimization: SupplyPro’s reporting, and analytics capabilities provided 
valuable insights into device utilization and maintenance needs. The distribution center could 
proactively schedule maintenance, optimize device allocation, and make data-driven decisions to 
enhance operational efficiency and reduce unexpected failures.

CONCLUSION

The partnership between the distribution center and SupplyPro, 
enabled significant improvements in device management, asset 
accountability, and inventory control, resulting in enhanced 
operational effectiveness and productivity within distribution 
centers. The total value of the savings from implementing 
SupplyPro’s Smart Locker and reporting and analytics 
capabilities was approximately $604,400.
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5 | �CUSTOMER PERSPECTIVES:  
TESTIMONIALS AND FEEDBACK 

INTERVIEWS WITH CUSTOMERS

In-depth interviews with customers who have partnered with independent vending suppliers provide 
valuable insights into their experiences. These interviews shed light on the specific benefits realized, 
including increased flexibility, improved cost-effectiveness, enhanced product choices, and superior 
customer service.

INTERVIEW #1 — REGIONAL DISTRIBUTOR

�Interviewer: 	 �Can you please share your experience of partnering with SupplyPro, as a regional 
distributor competing with the big guys?

Customer: 	�	�  As a regional distributor, we face serious competition from large distributors with 
substantial resources — including, in some cases, their own vending products. 
Partnering with SupplyPro, has been a game-changer for us. With more insight and 
control over the product requirements of our customers, we can offer a larger inventory 
and manage it at a lower cost.

�Interviewer: 	 �How has this partnership improved cost-effectiveness for your business?

Customer: 		�  Our partnership with SupplyPro, has provided us with an efficient inventory 
management solution and allowed us to automate our internal processes and systems, 
including integration into our back-end ERP system.

	�		�   One area where we have seen a notable 
improvement is in managing consigned inventory. 
With better visibility and control, we have 
experienced substantial labor savings. Our excess 
inventory levels have decreased by 30%, reducing 
carrying costs, releasing cash, and positively 
impacting our bottom line.

	�		�   SupplyPro has played a vital role in optimizing our 
inventory management and eliminating stockouts 
and customer complaints. By ensuring that our 
customers always have access to the products they 
need, we have improved customer satisfaction 
levels and fostered stronger relationships.
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	�		�   The reporting functions and dashboards provided by SupplyPro, has been instrumental 
in quantifying service level agreements (SLAs) and performance guidelines. We can 
easily track and measure our performance, ensuring that we consistently meet our 
commitments to our customers.

	�		�   These improvements in our processes and inventory management have resulted in a 
15% increase in our overall cost-effectiveness, positively impacting our profitability.

�Interviewer: 	 �What benefits have you observed in terms of product choices and customer service?

Customer: 		�  SupplyPro, offers a wide range of products that meet our customer’s needs, including 
low-cost mobile software apps, coil-based machines, and drawer and locker-based 
systems designed for asset management. They also offer customizable systems.

	�		�   Their support team is responsive, knowledgeable, and always ready to help us 
whenever we need assistance. We have had SupplyPro do installations at several of our 
customer sites. The SupplyPro installers really knew their stuff — once the systems were 
set up, they trained our folks on the system and on the software. Both our team and our 
customers were able to hit the ground running.

INTERVIEW #2 — VENDING PROGRAM MANAGER, LARGE INDUSTRIAL DISTRIBUTOR

�Interviewer: 	 �How did you make your vending partner selection?

Customer: 		�  We picked SupplyPro after considering several potential partners based on their 
industry experience, technological capabilities, and product range. We were looking for 
someone who could integrate well with our systems and align with our business goals.

�Interviewer: 	 �How does SupplyPro work with your internal vending department?

Customer: 		�  SupplyPro’s technology integrates well with our systems, helping us manage our 
vending operations effectively. They provide advanced vending machines and software 
that give real-time data on product usage and inventory levels.

�Interviewer: 	 �How has your partnership with SupplyPro impacted your business?

�Customer: 		�  Our partnership with SupplyPro has improved resource planning and inventory 
management, reduced lead times and increasing customer satisfaction. It has also 
reduced holding costs by optimizing inventory levels.

�Interviewer: 	 �What impact has selecting SupplyPro as your vending partner had on your customers?

Customer: 		�  Choosing SupplyPro has enhanced customer experience through user-friendly software 
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and increased awareness of our vending program. They’ve also aided in our branding 
efforts, improved our operational efficiency, and contributed to customer satisfaction.

�Interviewer: 	 Have you experienced any specific benefits in terms of flexibility and cost savings?

Customer: 		�  Yes, by implementing SupplyPro’s integrated solutions, we’ve reduced lead times by 20%, 
decreased inventory costs by 25%, and improved manufacturing efficiency by 15%.

INTERVIEW #3 — DISTRIBUTION CENTER MANAGER 

Interviewer: 	 �Can you share your experience implementing SupplyPro’s SupplyVend smart lockers 
in your facility?

Customer: 		�  Implementing SupplyVend smart lockers greatly improved productivity and efficiency by 
addressing issues like misplaced devices and device allocation. It led to a 25% increase 
in device availability and an 18% improvement in picking time per shift. The lockers also 
helped track devices, reducing our device loss rate by 85%.

�Interviewer: 	 �Are there any other impacts since you implemented SupplyVend smart lockers in 
your operation?

Customer: 		�  Indeed, the lockers improved device uptime, reduced downtime to 5%, and increased 
productivity by 10%. We established a regular maintenance schedule, reducing device 
failures by 30% and improving workflow by 15%. We could also identify and address 
instances of non-compliance, resulting in over a 50% reduction in such instances and 
improving safety compliance by 20%.

�Interviewer: 	 �Have you noticed any specific benefits in terms of SupplyPro’s customer service?

Customer: 		�  SupplyPro’s service has been excellent. They responded promptly to incidents and had 
our systems operational within 24 hours. Since partnering with them, 95% of our service 
issues have been resolved within 48 hours.
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6 | �SURVEYS AND  
FEEDBACK ANALYSIS 

The industrial vending market is expected to grow to $4.6 billion by 2027, according to Grand View 
Research. Customer surveys and feedback analysis further validate the advantages of working with 
independent vending suppliers. Analyzing satisfaction levels, perceived value, and key performance 
indicators provides a comprehensive understanding of the positive impact experienced by customers 
who chose independent suppliers over vertically integrated players.

Insights and common trends observed in customer surveys and feedback analysis regarding 
independent vending suppliers reported by industry publications and research studies:

HIGHER SATISFACTION LEVELS

Customers who have partnered with independent vending suppliers often 
report higher satisfaction levels than those working with vertically 
integrated providers. This satisfaction stems from the personalized service, 
flexibility, and tailored solutions provided by independent suppliers. 
According to MDM magazine, 8/11/22, “Inventory management is never 
one-size-fits-all. Distributors need a partner that is willing to grow with 
them. Manufacturer-owned vending machines often fail to deliver flexibility 
outside of their products and solutions. Independent vending providers 
allow distributors to adapt to their customers’ changing needs while 
insulating them from the competition.”

PERCEIVED VALUE

Customers value the increased choice and flexibility offered by independent vending suppliers. They 
appreciate the ability to select products from multiple manufacturers and access a broader range of 
options that meet their needs. According to Industrial Distribution Magazine, 

“Many businesses struggle with ineffective inventory 
control and overspend thousands every year on 
supply costs. Your customers often complain of: 
Excess or obsolete inventory tying up capital that 
could be invested elsewhere, employees hoarding 
items for fear of running out of mission-critical 
supplies, decreased production due to employees 
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searching for items, missing inventory items that halt operations, leading to expensive spot buys, 
carrying costs on unused inventory items.

Inefficiencies like these interrupt your customers’ schedules and cost them money. What begins as a 
small oversight can snowball over time and threaten your customers’ profitability. When this occurs, 
customers are forced to evaluate their vendors. They will recognize the partners who solved their 
inventory challenges and saved them money over the long haul. And they will notice who didn’t.”

IMPROVED COST-EFFECTIVENESS

Independent vending suppliers are often recognized for their cost-saving capabilities. Customers can 
reduce carrying costs, eliminate stockouts, and negotiate competitive pricing through optimized 
inventory management, demand-driven solutions, and streamlined procurement processes. These 
factors contribute to improved cost-effectiveness and overall financial performance.

ENHANCED PRODUCT CHOICES

Customers appreciate the expanded product choices available when they are not locked into a single 
provider due to their choice of vending supplier. The ability to access a diverse catalog from multiple 
manufacturers allows them to select high-quality components and tools that align with their specific 
requirements. This breadth of choices supports their production processes and contributes to improved 
product quality and efficiency.

SUPERIOR CUSTOMER SERVICE

Independent vending suppliers are known for providing exceptional customer service. Customers value 
the responsiveness, expertise, and support they receive from the supplier’s team. Timely assistance, 
troubleshooting, and personalized attention contribute to a positive customer experience and foster 
long-term partnerships.
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7 | �MITIGATING CHALLENGES  
AND ENSURING SUCCESS 

VENDOR SELECTION AND DUE DILIGENCE

When considering independent vending suppliers, customers should conduct thorough vendor selection 
processes and due diligence. Assessing factors such as experience, reputation, financial stability, and 
customer references can help mitigate potential risks and ensure a successful partnership.

CONTRACTUAL AGREEMENTS AND SERVICE-LEVEL AGREEMENTS (SLAS)

Establishing clear contractual agreements and SLAs is essential for defining expectations, 
responsibilities, and deliverables. Well-defined SLAs ensure transparency and accountability, fostering a 
mutually beneficial relationship between the customer and the independent vending supplier.

COLLABORATION AND COMMUNICATION STRATEGIES 

Open and effective collaboration and communication are vital for successful partnerships with 
independent vending suppliers. Regular communication channels, collaborative problem-solving 
approaches, and shared goals create a strong foundation for cooperation and mutual success.

RISK MANAGEMENT AND CONTINUITY PLANNING

Customers should develop risk management strategies, and continuity plans to mitigate any potential 
disruptions in their distributor partnership with an independent vending supplier. Proactive measures 
such as backup procurement plans, contingency agreements, and periodic performance reviews can 
safeguard against unforeseen challenges.
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8 | �INDUSTRY COLLABORATION  
AND SUPPLIER ECOSYSTEMS 

LEVERAGING INDEPENDENT SUPPLIERS FOR COMPETITIVE ADVANTAGE

Customers can leverage the collective strengths of independent suppliers by fostering industry 
collaboration and partnerships. Collaborative initiatives, knowledge-sharing platforms, and industry 
events can facilitate the exchange of best practices, promote innovation, and unlock synergies within 
the independent supplier ecosystem.

DEVELOPING STRATEGIC PARTNERSHIPS AND ALLIANCES

Strategic partnerships and alliances with independent vending suppliers offer opportunities for joint 
growth and development. By aligning objectives, sharing resources, and leveraging complementary 
expertise, customers can strengthen their position in the market and achieve sustainable competitive 
advantages.

SUPPLIER NETWORKS AND COLLABORATIVE INITIATIVES

Customers can tap into supplier networks and collaborative initiatives within the independent vending 
supplier ecosystem. These networks provide access to a diverse range of specialized products, 
technologies, and industry-specific knowledge, enabling customers to expand their offerings and stay 
ahead of market trends.
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9 | CONCLUSION 

RECAP OF BENEFITS

Choice, Unbiased Solutions, Customization, Pricing, and Customer Service: Working with 
independent vending suppliers in a dominantly integrated market offers numerous advantages. 
Customers benefit from increased choice, unbiased solutions, customization options, competitive 
pricing, and superior customer service, enabling them to optimize their operations and improve  
supply chain performance.

STRATEGIC CONSIDERATIONS

Why Independent Vending Suppliers Matter: Considering the competitive landscape, strategic 
considerations highlight the importance of independent vending suppliers in fostering innovation, 
providing niche expertise, and delivering customer-centric solutions. Customers should recognize  
the value proposition offered by independent suppliers and assess how they can contribute to  
long-term success.
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10 | RECOMMENDATIONS

Customers operating in a dominantly integrated market are encouraged to explore the possibilities 
presented by independent vending suppliers. By conducting thorough research, due diligence, and 
fostering collaborative partnerships, customers can leverage the unique benefits offered by 
independent suppliers to achieve their operational excellence and gain a competitive edge.

By recognizing the benefits of working with independent vending suppliers in an industrial vending 
industry dominated by distributors and manufacturers, customers can unlock value, differentiate their 
operations, and enhance supply chain performance specific to their business. This white paper serves as 
a guide for organizations seeking to leverage the advantages offered by independent vending 
suppliers, empowering them to make informed decisions and forge successful partnerships in an 
integrated market landscape.
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